














1984 
INDEX 


A complete list of all the features that appeared in 
Sales & Marketing Management in 1984, 
including those in S&MM’s Surveys, Special Reports, 
and Special Sections; also, S&MM Short Takes, 
Barometers, Marketgraphs, Salesgraphs, Demographics 
in Action, The Computer in Sales & Marketing, and 
Reader Postscripts. This Index does not include 
S&MM's Significant Trends or Newsletters. 


Key to abbreviations 
SR Special Report 
SS Special Section 





Company names are boidfaced 


Compiled by S&MM Librarian Bristol Voss 
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ADVERTISING 


Marketers vs. Consumer. Reports. Feb. 6, 
12. 

Signs for the times. Feb. 6, p.18. 

Expected 1984 Advertising Costs: Up a 
hair. Feb. 20, p.i18. 

Estimated Advertising Percentages in Se- 
lected Industries. Feb. 20, p.120. 

Point-of-Purchase: Selling’s Front Line. 
March 12, p.43. 

RX for Drug Stores: More Pizzazz. May 
14, p.26. 

New Role for Ad Agencies: Integrating 
the co-op program. May 14, p.78. 

Gatorade’s Second Wind. July 2, p.20. 


ADVERTISING CAMPAIGNS 


Drug Marketers Write an Rx for Consum- 
ers. March 12, p.74. 

Paperboard Tries a Comeback in the Milk 
Market. Apr. 2, p.55. 

The Patriotic Sell. July 2, p.39. 

Their First Hurrah. Sept. 10, p.39. 


ADVERTISING—COOPERATIVE 
Retailers Gain the Upper Hand. Feb. 6, 


Making it Easier for Suppliers to Run 
Dealer-Listing Ads in Magazines. Feb. 
6, p.66. 

Good Customers Are Better than You 
Think. Apr. 2, p.137. 

Everyone Wants a Share. SS May 14, 

71 


p.71. 
Minding the Stores. 
Integrating the Co-op Program. 
Getting the Most out of Radio. 
Local Medium Makes Good. 
Zellers Throws a Zinger. 

Alert Your Sales Force to Co-op’s Clout. 
June 4, p.102. 

Putting Your Money Where the Need Is. 
Aug. 13, p.98. 

TV Gives Impact to Vendor Support 
Plans. Oct. 8, p.112. 

A New Numbers Game for Co-op. Dec. 
3, p.82. 


ADVERTISING—INDUSTRIAL 


Picking Up the Beat. SS Apr. 23, p.31. 
Ads That Get the Job Done. 
McDonnell Douglas Flies High with 

Style. Borg-Warner Finds It Pays to 
Wait—and Watch. 


ADVERTISING—MEDIA 


WWBT-TV, Richmond, Fine-Tunes its 
Sell. March 12, p.111. 
Getting the Most Out of Radio. May 14, 
84 


TV Gives Impact to Vendor Support 
Plans. Oct. 8, p.112. 

Sales are Made Under the Counter. Nov. 
12, p.19. 





APPAREL 


Naughty is Nice for UndercoverWear. 
Aug. 13, p.41. 

Blue Bell’s Mann with a Mission. Dec. 3, 
p.28. 


AUDIOVISUAL 


AV Equipment: More than Meets the 
Eye—or Ear. SS Jan 16, p.69. 
Marketers Choose Their Weapons. 
1984 AV Gallery: Products That Pro- 

ject the Right Image. 
Lever Adds a Crucial Dimension. 

Audiovisual Equipment Purchases and 
Rental Costs. Feb. 20, p.116. 

Not the Sounds of Silence. July 2, p.21. 

Sound Systems: Check Things Out Before 
the Meeting. July 2, p.114. 

Cashing in on the Video Craze. Oct. 10, 
p.26. 


AUTOMOBILES & TRANSPORTATION 


Sharp Turn for Fleet Incentives. March 
i2, p.47. 
Transportation. Feb. 20, p.123. 
Fleet Car Operating Costs by Region. 
Auto Mileage Reimbursement Plans. 
Average Annual Travel Expenses by 
Rep Agencies. 
Annual Operating costs for Selected 
1984 Model Cars. 
Breakdown of Fleet Car Operating 
Costs. 
Fuel Cost and Consumption by Car 
Size. 
Average Cost of 15 Frequently Made 
Moves. 
Air Fares for the 25 Most Travelled 
Routes. 
How Toyota Revs Up its Dealers. July 2, 
71 


p.71. 
T&E: Better Be Scrupulous. Aug. 13, 


p.28. 
GMC Will ‘Reach Out and Touch’ Deal- 
ers. Oct. 8, p.18. 
Fleet Cars: Taking a Turn for the Better. 
SS Oct. 8, p.69. 
Cars That are Here to Stay. 
Dealers Rev Up the War on Fleet In- 
centives. 
A Sampling of Cars for 1985. 
Lease vs. Purchase: How Stark Watch- 
es its Pennies. 
Teaming Up to Manage the Fleet. 


AWARDS 


S&MM’s Annual Awards Issue: Jan. 16, 
. 14. 
American Airlines 
American Motors 
Commodore International Ltd. 
Home Depot 
Intergraph 
Kaypro 
Masonite’s Furniture Components 
Maytag 





Noland 

Nordstrom 

Noxell 

Popeyes Famous Fried Chicken 

Rubbermaid 

Ryder Truck Rental 

G.D. Searle & Co. 

ServiceMaster 

Shaw Industries. 

Softsel Computer Products 

Van de Kanip’s Frozen Food Div. of 

General Host 

Business Executives’ 

Jan. 16, p.88. 


Dining Awards. 


BANKING 


Banking on Salespeople. March 12, p.20 

Chemical Gets the Wrong Reaction. May 
14, p.25. 

A Future for Checks. June 4, p.22. 


COMPANY ARTICLES 
See also AWARDS 


— Bets Big on Macintosh. Feb. 6, 


p.2 
Avie-Polishing the Dealer. Sept. 10, 
47. 


Pp. 

Apple: Trips Pay Off for Panasonic and 
Apple. July 2, p.106. 

Audio Environments: Not the Sounds of 
Silence. July 2, p.21. 

Austin Powder’s Program is Dynamite! 
Aug. 13, p.82. 

Beatrice Says Goodbye to the Bean 
Counter, Feb. 6, p.30. 

Blue Bell’s Mann with a Mission. Dec. 3, 
p.28. 

BMC Industries: The Team Spirit at 
BMC Industries. July 2, p.28. 

Burroughs Simplifies the Complex. June 

6 


, p.96. 
Canada Life Shows Good Taste. Apr. 2, 


p.90. 

Carlisle SynTec Systems: Carlisle’s 
Launch was a Snap. Oct. 8, p.30. 

— Gets the Wrong Reaction. May 

, p.25. 

Rn Nails the ‘Wright’ Polish. 
Oct. 8, p.28. 

Chromalloy: Technology Builds Sales at 
Chromalloy. Dec. 3, p.32. 

CIBA-GEIGY Gets to the Heart of the 
Matter. Nov. 12, p.87. 

Clairol Bends the Rules and Brings in 
Sales. Apr. 2, p.110. 

Coca-Cola Stages a Hit. Nov. 12, p.122. 

Computervision Fights to Stay No. 1. 
July 2, p.43. 

Conrail: Piggybacking Conrail’s Sales. 
Oct. 8, p.24 

Coors: Beer Drinkers Put Coors to the 
Test. March 12, p.93. 

DEC Plugs in a New Order. Apr. 2, 
p. 132. 

Dictaphone: Light is Right for Dicta- 
= s Regional Exhibits. Feb. 6, 
p.59 
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Domino 1: How a Black Woman Made It 
in Industrial Distribution. July 2, p.49 

Du Pont: At Du Pont, Everybody Sells. 
Dec. 3, p.33. 

Family Dollar: Watch Out America, 
Here Comes Family Dollar. Oct. 8, 
p.64. 

Foxboro — Customers to Stay Loyal. 
Oct. 8, p.64 

Fred’s Frozen Foods: Just the Right Cli- 
mate for Fred’s. July 2, p.124. 

Fujitsu Sells its Way into the Race. May 
14, p.41. 

Gatorade’s Second Wind. July 2, p.20. 

Georgia-Pacific Blazes Trails. Dec. 12, 
p.36. 

GMC will ‘Reach Out and Touch’ Deal- 
ers. Oct. 8, p.18. 

GTE: When Opportunity Knocks, Com- 
puterize. Nov. 12, p.144. 

Hammacher Schlemmer: Clamoring for 
Oyster Openers. Aug. 13, p.26. 

Harnischfeger Goes Hi-Tech. Nov. 12, 
p.18. 

Hewlett-Packard Creates Computerized 
Sales Force. July 2, p.124. 

Honeywell’s Computer Makes Managers 
out of Salespeople. May 14, p.59. 

Hunt Chemical Changes its Trade Show 
Formula. Feb. 6, p.57. 

Hyster Gets Closer to its Dealer People. 
Aug. 13, p.41. 

IBM: For IBM, the Best is Yet to Come. 
March 12, p.12. 

IBM: Rolm and IBM Go ‘a Calling.’ 
May 14, p.31. 

IBM: Is there Life After IBM? Nov. 12, 
p.141. 

IBM: The IBM Salesperson is King. 
Dec. 3, p.34. 

IRI: Nielsen and IRI Check It Out in 
Court. Oct. 8, p.32. 

Izod: Shoo, Alligator. Feb. 6, p.40. 

Johnson & Johnson Reincarnates a 
Brand. Jan. 16, p.63. 

Johnson & Johnson Tears a Strip Off. 
May 14, p.32. 

Johnson & Johnson: Loyalty and Pride 
at J&J. Dec. 3, p.40. 

Johnstone Ties Cooperation. 
p.16. 

Jovan’s Kits Tell its Story. Aug. 13, 


Feb. 6, 


p.26. 
Keene Corp. Blends & Mixes. May 14, 
34 


p.34. 

Kodak’s Reputation Makes a Pretty Pic- 
ture. Dec. 3, p.34. 

Kodak Tries Computer Stores. Nov. 12, 
p.18. 

Lanier: At Lanier, a Recruit’s Past De- 
termines His Future. Aug. 13, p.74. 
LEA’s Customers Really Get Bugged. 

June 4, p.83. 
L’eggs Joins the Color Crowd. Aug. 13, 
24 


Libman: A Clean Sweep for Libman. 
Apr. 2, p.27. 

Marion Labs Gets Cracking with Calci- 
um. Sept. 10, p.54. 
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Marriott: Selling Becomes Chic at Mar- 
riott. Dec. 3, p.42. 

Master Lock Risks a National Meeting. 
July 2, p:79. 

McDonald’s: A McDonald’s Without 
Hamburgers? Oct. 8, p.31. 

MEM Co.: The MEM Challenge. Nov. 
12, p.132. 

MCI Mixes Computers and Motivation. 
June 4, p.42. 

Milton Bradley Makes Selling a Com- 
puter Game. Nov. 12, p.87. 

Motorola Gives Them What They Want. 
Dec. 3, p.43. 

MTI Computes a New Course. Feb. 6, 


p.15. 

National Linen Service Drives Home a 
Message. Apr. 2, p.107. 

Northern Air Freight: Off and Running 
with Northern Air Freight. Sept. 10, 
p.102. 

NCR: Chalk Up Another for Artificial 
Intelligence. Nov. 12, p.144. 

Nielsen and IRI Check it Out in Court. 
Oct. 8, p.32. 

Omni/Dunfey Creates a Dual Product 
Line. March 12, p.16. 

PacBell Wires a Building. Oct. 8, p.18. 

Panasonic: Trips Pay Off for Panasonic 
and Apple. July 2, p.106. 

Pansonic’s Americanized Robots. Sept. 
10, p.27. 

Pepsi: How Pepsi Keeps Its Sales Spar- 
kle. Dec. 3, p.46. 

Personal Products Overnight Sensation. 
Apr. 2, p.124. 

Pierce National: The Right Stuff for 
Pierce National. Sept. 10. p.132. 


Plymouth Cheers for Sales Reps. June 4, 
p.26. 
Prime Tries ‘Virginal’ Hires. May 14, 


p.32. 

Raytheon: How Raytheon Plugs in its 
Sales Force. Dec. 3, p.62. 

Richardson’s ‘Digestible’ 
Sept. 10, p.28. 

R.J. Reynolds is On a Roil. June 4, p.21. 

Rolm and IBM Go ‘a Calling.’ May 14, 
p.31. 

Romano Gives Training Its Best Shot. 
Nov. 12, p.36 


Ross Stores: Off-Price: No Place for the 
Timid. Aug. 13, p.61. 

Seaboard’s Orange Blossom Turns into a 
Marketing Plumb. Feb. 6, p.44. 

Sears’ Updated Look Generates Record 
Profits. Jan 16, p.64. 

Sierra’s Trade Show Strategy is Hot 
Stuff. Feb. 6, p.54. 

Skyway’s $150 Gambit. Nov. 12 , p-32. 

Softsel Electrifies its Dealers. Apr. 2, 
p. 134. 

Stark & Co.: How Stark Watches its 
Pennies. Oct. 8, p.94. 


Sumicom Makes a Game Out of Making a 
Name. Apr. 2, p.118. 

T-Bar Discovers Marketing. Sept. 10, 
p.27. 


Program. 





Textron is on Respectable Street. Dec. 3, 


Thoro System Targets Wet Basements. 
March 12, p.16. 

Toyota: How Toyota Revs Up its Deal- 
ers. July 2, p.7i. 

UndercoverWear: Naughty is Nice for 
UndercoverWear. Aug. 13, p.41 

United Airlines: The Strange Case of the 
Forgotten Plan. March 12, p.12. 

Univex: Business Without Cash or Mid- 
dlemen. July 2, p.20. 

Val-Pak’s Plus is ESP. July 2, p.21. 

Ward’s Own Specialty Idea. Nov. 12, 


p.24. 

Westin: The Big Draw at Westin Hotels 
in Texas. Sept. 10, p.40. 

Winnebago Rolls into High Gear. Jan. 
16, p.66. 

Wright Line’s Good Shows are Better 
with Telemarketing. June 4, p.47. 

Zellers Throws a Zinger. May 14, p.96. 


COMPENSATION 


S&MM’s 1984 Survey of Selling Costs. 
Feb. 20, p.59. 

Salespeopie’s Annual Compensation. 

Total Compensation by Experience 
Level and Type of Plan. 

Compensation for Three Types of 
Salesperson by Industry. 

Three Ways to Make Sales Compensation 
a More Effective Marketing Tool. 
March 12, p.134. 

Paying the Industrial Sales Manager. June 
4, p.112. 

S&MM’s Annual Survey of Executive 
Compensation. Aug. 13, p.45. 

This manager’s Pay Hangs by a Thread. 
Aug. 13, p.106 

Compensation vs. Motivation. Oct. 10, 
p.48. 

Make Incentive Pay Do Double Duty. 
Nov. 12, p.150. 


COMPUTERS 


MTI Computes a New Course, Feb. 6, 
p.15. 

Apple Bets Big on Macintosh. Feb. 6, 
B.Zo- 


For Computers with Nothing to Compute. 
March 12, p.12. 

Software’s Own Main Event. May 14, 
p.22. 

Data Sheets that Sell. May 14, p.45. 

Software Stars for Sale. June 4, p.18. 

Would You Buy a Car from This Ma- 
chine? Sept. 10, p.25. 


COMPUTERS IN 
SALES & MARKETING 


PC’s and Marketers Forge a Productive 
Alliance. Feb. 6, p.35. 

Software Unlocks the PC’s Power. March 
12, p.S0. 








Getting Started with Your PC. Apr. 2, 


Service Reps Save Steps at IBM. Apr. 2, 
p.132. 

DEC Plugs in a New Order. Apr. 2, 
p.132. 

Softsel Electrifies its Dealers. Apr. 2, 
p.134 

D(ecision) Day Nears for Salespeople. 
May 14, p.106. 

A Lady-in-Waiting Gets Her Computer. 
May 14, p.106. 

PC = Personal Clerk. May 14, p.108. 

Adding Value Adds Sales. May 14, 
p.110. 

Hot Leads, Not Cold Calls. May 14, 
p.111. 

Burroughs Simplifies the Complex. June 
4, p.96. 

Making Software do More Than it’s Sup- 
posed To. June 4, p.96. 

A Milestone for the Electronic Sales 
Force. June 4, p.98. 

A Graphic Improvement. July 2, p.120. 

Lead-Tracking Made Easy. July 2, p.120. 

Hewlett-Packard Creates Computerized 
Sales Force. July 2, p.124. 

Death of the Sales Force? July 2, p.124. 

Making the Most of Deregulation. Aug. 
13, p.91. 

PC’s Matchmaking Role Blooms. Aug. 
13, p.91. 

Selling is Believing. Aug. 13, p.93. 

Computers Still Foreign to Small Sales 
Staffs. Aug. 13, p.95. 

Eateries Dig into Computerized Cost 
Controls. Aug. 13, p.96. 

The Instant (Almost) Visual Sales Aid. 
Sept 10. p.152. 

Shared Data Base Speeds Sales. Sept. 10, 
p.154. 

Computer-to-Computer Orders Score 
Again. Sept. 10, p.156. 

Training Void Slows Micro Usage. Oct. 
8, p.103. 

A Second Contender for the Electronic 
Sales Force. Oct. 8, p.103. 

PC Looks into Customer’s Brain. Oct. 8, 
p. 106. 

Drugstore’s Favorite Prescription? Com- 
puter. Oct. 8, p.108. 

Reach Out and Touch a Buyer on Your 
PC. Oct. 8, p.108. 

Milton Bradley Makes Selling a Com- 
puter Game. Nov. 12, p.46. 

Is There Life After IBM? Nov. 12, 
p.141. 

Striking Paydift Beneath the Glittering 
Generalities. Nov. 12, p.142. 

Chalk Up Another for Artificial Intelli- 
gence. Nov. 12, p.144. 

When Opportunity Knocks, Computer- 
ize. Nov. 12, p.144. 

Turning Salespeople into Computer 
Jocks. SS Dec. 3, p.61. 
How Raytheon Plugs in its Sales 

Force. 
Managing with the PC: Selling’s 
Weapon. 





Want Higher Sales Productivity? Start 
with a Data Base. 

Directory of Sales & Marketing Appli- 
cations Software. 


CONSUMER 
See MARKETING—CONSUMER 


COOPERATIVE ADVERTISING 
See ADVERTISING—COOPERATIVE. 


CUSTOMER SERVICE & 
CUSTOMER RELATIONS 


The View of a Downside-Up Manager. 
March 12, p.66. 

Good Customers are Better Than You 
Think. Apr. 2, p.137. 

The ‘Short Reach’ of Salespeople. July 2, 
p.24. 


DEMOGRAPHICS IN ACTION 


Manufacturers Hanover Runs with Sta- 
tistics. March 12, p.62. 

New Hampshire: The F.G.S.E.0.T.M. 
E.F.F. Apr. 2, p.20. 

Gray Matters. May 14, p.20. 

59 Million TV Dinners. June 4, p.16. 

How the Affiuent Get Their Kicks. July 
2, p.16. 

Cable Darwinism: Survival of the Rated. 
Aug. 13, p.19. 

The Three R’s and the Three B’s. Sept. 
10, p.21 

A Heap O’ Movin’. Oct. 8, p.16. 

Buckeye Barometer. Nov. 12, p.16. 

The Untimely Divorce and Jubilant Re- 
marriage of Kansas City, Mo. and Kan- 
sas City, KS. Nov. 12, p.58. 

Of Computers and Cuisinarts. Dec. 16, 
p. 16. 


DIRECT MARKETING & DIRECT MAIL 


Reaching Out with Telephone and Mail. 
June 4, p.39. 

Rte. 128 vs. Silicon Valley. Sept. 10, 
p.34. 

Sales Tools: Make Your Product Cata- 
logue User Friendly. Sept. 10, p.85. 
Skyway’s $150 Gambit. Nov. 12, p.32. 
Using Promotions to Build Mailing Lists. 

Nov. 12, p.149. 


DISTRIBUTION 


MTI Computes a New Course. Feb. 6, 
p.15. 

Johnstone Tries Cooperation. Feb. 6, 
p.16. 

Turning Distributors into Partners. May 
14, p.19. 

Johnson & Johnson Tears a Strip Off. 
May 14, p.32. 


ELECTRONICS 


The Wired Home: New Insights into the 
Electronic Mix. Aug. 13, p.54. 





PacBell Wires a Building. Oct. 8, p.18. 
Electronics: Motorola Gives Them What 
They Want. Dec. 3, p.43. 


FLEET CARS 
See AUTOMOBILES 


FOOD & BEVERAGE 


Golden Moments Are Out of This World. 
Feb. 6, p.18. 
Rainbow Trout for the Masses. Feb. 6, 
22 


p.22. 

R.J. Reynolds is On a Roll. June 4, p.21. 

Gatorade’s Second Wind. July 2, p.20. 

Eateries Dig into Computerized Cost 
Controls. Aug. 13, p.96. 

Parsley: The Incredible (In)Edible. Oct. 
10, p.44. 

Romano Gives Training its Best Shot. 
Nov. 12, p.54. 

How Pepsi Keeps its Sales Sparkle. Dec. 
3, p.46. 


FRANCHISES 
Rainbow Trout for the Masses. Feb. 6, 


p.22. 

Teaching Them Selling. Apr. 2, p.25. 

A California Family Finds Money in the 
Closet. May 14, p.65. 

Naughty is Nice For UndercoverWear. 
Aug. 13, p.41. 


HIRING AND TRAINING 
See also SALES TRAINING 


Prime Tries ‘Virginal’ Hires. May 14, 
a2 


p.32. 
Let’s Not Shake on it. May 14, p.47. 
Steven Sack’s Key Points to Cover When 

Hiring a Salesperson or Independent 

Rep. May 14, p.48. 

Hiring & Training: How the Tough Get 

Going. SS Aug 13, p.69. 

They Manage to Train, Too. At La- 
mier, a Recruit’s Past Determines 
His Future. 

How They Sell to You is How They’ll 
Sell for You. 

How Our Reps Learned the Financial 
Sell. 

Austin Powder’s Program is Dyna- 
mite! 

Qualities to Look for When You’re 
Hiring. 

What Makes a Supersalesperson? 

A Crash Course for 400 New Hires. Sept. 

10, p.50 

Fire Only When Ready. Oct. 8, p.50. 
Closing the Job Interview. Nov. 12, p.63. 


INCENTIVES 
See Also MOTIVATION or 
SALES PROMOTION. 


Selected Incentive Travel Destinations: 
Locations for Motivation. Feb. 20, 
p.112. 
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Sharp Turn for Fleet Incentives. March 
12, p.47. 

Three Ways to Make Sales Compensation 
a More Effective Marketing Tool. 
March 12, p.134. 

Incentives for All Occasions. SS Apr. 2, 
p.79. 

Good Times or Bad, Motivators 
Rage On. 

Canada Life Shows Good Taste. 

Take the Risk Out of Incentive 
Travel. 

National Linen Service Drives 
Home a Message. 
Clairol Bends the 

Brings in Sales. 
Sumicom Makes a Game Out of 
Making a Name. 
Consumer Premiums: Personal Prod- 
ucts’ Overnight Sensation. 

New York, NY, a Helluva Show. June 4, 
p.24. 

Everyone a Winner. July 2, p.31. 

Building for Success. SS. Sept. 10, p.91. 
Getting a Kick from Experience. 

Off and Running at Northern Air 
Freight. 

A Shopper’s Guide to Incentive 
Travellers checks. 

Let’s Hear It for Recognition! 

How We Match Incentives to the 
Sales Force. 

The Right Stuff for Pierce National. 

Does Your Incentive Program Work? A 
Premium Alcatraz. Oct. 8, p.18. 

Dealers Rev Up the War on Fleet Incen- 
tives. Oct.8, p.84. 

Make Incentive Pay Do Double Duty. 
Nov. 12, p.150. 


Rules and 


INDUSTRIAL 
See MARKETING—INDUSTRIAL 


INTERNATIONAL 


World’s Fair Keeps its Head Above Wa- 
ter. Feb. 6, p.21 

The Fight Against Unauthorized Imports. 
Apr. 2, p.24. 

Speaking Their Language. Apr. 2, p.24. 

10 Rules to Live (and Sell) By Overseas. 
Apr. 2, p.63 

Foreign Markets Are a Local Phone Call 
Away. June 4, p.49. 


JAUNDICED EYE 


Straight Commission with a Twist. Feb. 
6, p.37 
A Smashing Sales Technique. March 12, 
p.63. 
Product Design from Scratch. Apr. 2, 
p.14. 
How to Sell Your Way to Fame. May 14, 
.16. 
A French Lesson—in Selling. June 4, 


p.12. 
The Official Olympic Snore. July 2, 
p.12. 
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Who Steals His Sales Steals Trash. Aug. 
13, p.12. 

Dial R for Runaround. Sept. 10, p.16. 

I’m Not Sold on Progress. Oct. 8, p.10. 

Road to Riches Starts with a Sale. Nov. 
12, p.10. 

No Sale Like a Real Sale. Nov. 12, p.12. 


LEGAL 


Marketers vs. Consumer Reports. 

Feb. 6, p.12. 

The Fight Against Unauthorized Imports. 
Apr. 2, p.24. 

Uncle Sam Will Review Product Recalls. 
May 14, p.22. 

When Selling Illegal Per Se. May 14, 

22 


p.22. 

Let’s Not Shake on It. May 14, p.47. 

America’s OK Logo May Not Be. Sept. 
10, p.33. 

Fire Only When Ready. Oct. 8, p.50. 


MANAGEMENT 
See MARKETING MANAGEMENT 
or SALES MANAGEMENT. 


MANUFACTURERS’ 
REPRESENTATIVES 

See SALES—INDEPENDENT 
SALES FORCE. 


MARKETING 


Beatrice Says Goodbye to the Bean 
Counters. Feb. 6, p.30. 

Seaboard’s Orange Blossom Turns into a 
Marketing Plumb. Feb. 6, p.44. 

The Strange Case of the Forgotten Plan. 
March 12, p.12. 

For IBM, the Best is Yet to Come. March 
12, p.13. 

Marketers with Quintessence. Apr. 2, 


p.58. 

Let’s Tuck Some of It Back in. Apr. 2, 
p.74. 

Price Wars Hit Where It Hurts. June 4, 
p.19 

A Way to Finance Marketing Plans? June 
4, p.24. 

Static in Radioland. Aug. 13, p.17. 

Reorganizations: T-Bar Discovers Mar- 
keting. Sept. 10, p.27. 

Marketing vs. Sales! Is There Really a 
Difference? Sept. 10, p.51. 


MARKETING—CONSUMER 


Thoro System Targets Wet Basements. 
March 12, p.16. 

Drug Marketers Write an Rx for Consum- 
ers. March 12, p.74. 

Personal Products’ Overnight Sensation. 
Apr. 2, p.124. 

A California Family Fins Money in the 
Closet. May 14, p.65. 

Naughty is Nice for UndercoverWear. 
Aug. 13, p.41. 





Marion Labs Gets Cracking with Calci- 
um. Sept. 10, p.54. 

A McDonald’s Without Hamburgers? 
Oct. 10, p.31. 

Bally Bets On the Lottery. Nov. 12, p.24. 

HMO’s Are ia the Pink. Nov. 12, p.30. 


MARKETING—INDUSTRIAL 


Secrets for Sale. Feb. 6, p.13. 

Up from Low Tech. Feb. 6, p.24. 

A Market That Refuses to Boom. March 
12, p.12. 

a Genetic Engineering. March 12, 


p. 
S&MM’s 1984 Survey of U.S. Industrial 
& Commercial Buying Power. Apr. 23, 


p.6. 
SICBP:. Your Manual on the Mar- 
keting Battlefield. 
Survey Battle Plan: An Outline. 
1984 Industrial outlook: Ch-ch- 
changes. 
Profiles and Targets: SIC is My 
Co-pilot. 
SIC: The System Explained. 
1983 U.S. Totals. 
1983 State & County Totals. 
How a Black Woman Made it in Industrial 
Distribution. July 2, p.49. 
Carlisle’s Launch Was a Snap. Oct. 10, 
p.30. 
Foxboro Trains Customers to Stay Loyal. 
Oct. 8. p.56. 
Harnischefeger Goes Hi-Tech. Nov. 12, 
p.18. 


MARKETING MANAGEMENT 


PC’s and Marketers Forge a Productive 
Alliance. Feb. 6, p.35. 
Marketers with Quintessence. Apr. 2, 


Honeywell’s Computer Makes Managers 
Out of Salespeople. May 14, p.59. 
Marketing vs. Sales! Is There Really a 

Difference? Sept. 10, p.51. 


MARKETING RESEARCH 


Before Plunging Into the Market, Try a 
Little Concept Testing. Jan. 16, p.98. 

Integrating Research Into the Sales Plan. 
Apr. 2, p.i40. 

Nielsen and IRI Check It Out in Court. 
Oct. 10, p.52. 


MEDIA 
See Also ADVERTISING—MEDIA 


A Shot of Seltzer Down the Pants. Feb. 6, 


Making It Easier for Suppliers to Run 
Dealer-Listing Ads in Magazines. Feb. 
6, p.66. 

Newspapers Aim at Bigger Game. March 
12, p.i3. 

Back to Basics? June 4, p.18. 

Expected Advertising Costs Up a Hair. 
Feb. 20, p.118. 








Static in Radioland. Aug. 13, p.17. 
Harper’s Comes Cleaner. Oct. 10, p.28. 


MEDICAL AND DRUG INDUSTRIES 


Drug Marketers Write an Rx for Consum- 
ers. March 12, p.74. 

Rx for Drug Stores: More Pizzaz. May 
14, p.26 

Price Wars Where it Hurts. June 4, p.19. 

Marion Labs Gets Cracking with Calci- 
um. Sept. 10, p.54 

Growth Markets: HMO’s Are In the Pink. 
Nov. 12, p.30. 

CIBA-GEIGY Gets to the Heart of the 
Matter. Nov. 12, p.87. 


MEETINGS 
See SALES MEETINGS 


MOTIVATION 


Sure, Salespeople are Motivated by Mon- 
ey, But Whose Should it Be? March 
12, p.128. 

Good Times or Bad, Motivators Rage On. 
Apr. 2, p.80. 

MCI Mixes Computers and Motivation. 
June 4, p.42. 

Compensation vs. Motivation. Oct. 8, 
p.48 

Salespeople Who Stop Trying. Nov. 12, 
p.18. 


NEW PRODUCTS 


Hot Products of 1983: Jan. 16, p.51. 
Kids Rake in the Cabbage. 
Calvin Klein Gets Men to Change 
Their Underwear. 
An Idea That Stuck. 
Phone Sales Ring Off the Hook. 
VCR’s Record Huge Gains in World 
Markets. 
Integration Pays Off Big for 
Lotus Development. 
Software for Cars is Back on Top. 
A Travel Agent for Letter Writers. Feb. 
6, p.12. 
Golden Moments Are Out of This World. 
Feb. 6, p.18. 
Building New Muscle at West Bend. 
Apr. 2, p.27. 
Software’s Own Main Event. May 14, 


p.22. 

LEA’s Customers Really Get Bugged. 
June 4, p.83. 

L’eggs Joins the Color Crowd. Aug. 13, 
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Panasonic’s Americanized Robots. Oct. 
10, p.24. 

Cashing In On the Video Craze. Oct. 10, 
p.26. 

Chesebrough Nails the ‘Write’ Polish. 
Oct. 10, p.28. 

Red Badge of Embarrassment. Oct. 10, 
p.32. 

It’s Plastic vs. Paper at Grocery Check- 
out Counters. Oct. 8, p.59. 





Polishing the Crystal Ball. Nov. 12, 
p.26. 


NEWSPAPERS 


Newspapers Aim at Bigger Game. March 
12, p.13. 

Winners in S&MM’s Selling with Data 
Contest. May 14, p.28. 


PLANNING 


Promoting the Plan: Canada Life Shows 
Good Taste. Apr. 2, p.90. 

Integrating Research into the Sales Plan. 
Apr. 2, p.140. 

Your Business Success Can Be Planned. 
Dec. 3, p.53. 


PROFILES 


What Made Supersalesman Nick DiBari 
Call it Quits? Apr. 2, p.43. 

The Costell Sell. May 14, p.62. 

From Fashion Avenue to Main Street, 
U.S.A. (William Hirsh). June 4, p.67. 

How a Black Woman Made it in Industrial 
Distribution. (Geraldine Young). July 
2, p.49. 

Apple-Polishing the Dealer. (Bill Camp- 
bell). Sept. 10, p.47. 

Alias Mr. Rag. (Alan Helffrich). Nov. 
12, p.75. 

Blue Bell’s Mann with a Mission. (L. 
Kimsey Mann). Dec. 3, p.28. 

At DuPont, Everybody Sells. (Lou Pa- 
pineau). Dec. 3, p.33. 

Kodak’s Reputation Makes a Pretty Pic- 
ture. (Frank P. Strong). Dec. 3, p.34. 

Loyalty and Pride at Johnson & John- 
son. (Edward J. Hartnett). Dec. 3, 
p.40. 

Selling Becomes Chic at Marriott. (Jon 
Q. Loeb). Dec 3, p.42. 

Motorola Gives Them What They Want. 
(David Bartram). Dec. 3, p.43. 

How Pepsi Keeps Its Sales Sparkle. 
(Ronald W. Tidmore). Dec. 3, p.46. 


PROMOTIONS 
See SALES PROMOTIONS 


READER'S POSTSCRIPT 


It’s Time to Jam Junk Phone Calls. Sept. 
10, p.176. 


RECRUITING 
See HIRING & TRAINING 


REPS 
See SALES—INDEPENDENT 
SALES FORCE 


RETAILING 


Retailers Gain the Upper Hand. Feb. 6, 
p.24. 
Shoo, Alligator. Feb. 6, p.40. 





Teaching Them Selling. Apr. 2, p.25. 

Fujitsu Sells Its Way Into the Race. May 
14, p.41. 

Minding the Stores. May 14, p.72. 

From Fashion Avenue to Main Street, 
U.S.A. June 4, p.67. 

Business Without Cash or Middlemen. 
July 2, p.20. 

Clamoring for Oyster Openers. Aug. 13, 
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p.26. 

Off-Price: No Place for the Timid. Aug. 
13, p.61. 

Watch Out America, Here Comes Family 
Dollar. Cot. 8, p.64. 

Kodak Tries Computer Stores. Nov. 12, 
p.18. 

Trade Shows: The Missing Retailers. 
Nov. 12, p.22. 

Ward’s Own Specialty Idea. Nov. 12, 
p.24. 


S&MM BAROMETER 
Southwest Misses the Upbeat. Feb. 6, 
21, 
A Banner year for Industrial Sellers. 
March 12, p.18. 
Heeding the Need for Plants and Equip- 
ment. May 14, p.25. 


S&MM MARKETGRAPH 


Where You'll Find Discretionary Dollars. 
Feb. 6, p.34. 
Families: What’s Traditional? March 12, 


p.60. 

New York, NY: Going Down, But Still 
Tops. May 14, p.56. 

The Wired Home: New Insights into the 
Electronic Mix. Aug. 13, p.54. 


S&MM SALESGRAPH 


Consumers Pick Their Products. July 2, 
p.26. 

80-20 or Perish. Aug. 13, p.16. 

Harbinger of a Merry Christmas. Sept. 
10, p.36. 

Working Couples Back in Style. Oct. 10, 
p.26. 


S&MM VIEWPOINT 


Cast the Net Carefully and You'll Catch 
More Than the Target Audience. Jan. 
16, p.104. 

For the Smart Retailer, That Stitch in 
Time Might be a Tailored Idea. March 
12, p.132. 

What to Do About That Lost Sale. Apr. 2, 
p.19. 

Turning Distributors into Partners. May 
14, p.19. 

Be Prepared for that Buying Committee! 
June 4, p.15. 

Defend Your Market Share. July 2, p.15. 

80-20 or Perish. Aug 13, p.16. 

The Time Has Come for Professionalism. 
Sept. 10, p.18. 


S&MM/MARCH 11, 1985 








Keep Your Managers Out of the Sale. 
Oct. 8, p.15. 

When the Customer Gets Angry. Nov. 
12, p.15. 

A Niche in Time Can Save the Line. Dec. 
3+ ES. 


SALES—INDEPENDENT SALES FORCE 


Manufacturers’ Representatives’ Com- 
missions. Feb. 20, p.66. 

Use of Commission Dollars by Rep Agen- 
cies. Feb. 20, p.118. 

Average Annual Travel Expenses by Rep 
Agencies. Feb. 20, p.127. 

Keene Corp. Blends & Mixes. May 14, 
p.34. 

Plymouth ‘Cheers’ for Sales Reps. June 
4, p.26. 

The Fight for Protection Goes On. Aug. 
13, p.29. 

Naughty is Nice for UndercoverWear. 
Aug. 13, p.41. 

How Our Reps Learned the Financial 
Sell. Aug. 13, p.80. 

What Marketers Love and Hate About 
their Manufacturer’s Reps. Sept. 10, 
p.60. 


SALES COSTS 


S&MM’s 1984 Survey of Selling Costs. 
Feb. 20, p.13. 
S&MM’s Selling Cost Index (SCI). 
S&MM’s 1984 Cost Per Call. 
Increases in Canadian Field Selling 
Costs. 
Step-by-Step Sequence in Preparing a 
Sales Costs Budget. 
Selling Costs in 86 Major U.S. Mar- 
kets. 
More Dollars to Do the Job. Nov. 12, p. 
80. 


SALES FORCE 
Who’s Minding the Sales Force? Apr. 2, 
35 


S&MM’s Exclusive Survey: America’s 
Best—and Worst—Sales Forces. Dec. 
3, p.19. 

How They Stack up. 

The Best and Worst in 10 Selling Cate- 
gories. 

What Makes Sales Forces Run? 

Blue Bell’s Mann With a Mission. 

Technology Builds Sales at Chromal- 
! 


oy. 

At DuPont, Everybody Sells. 

Kodak’s Reputation Makes a Pretty 
Picture. 

Georgia-Pacific Blazes Trails 

The IBM Salesperson is King. 

Loyalty and Pride at Johnson & John- 
son. 

Selling Becomes Chic at Marriott. 

Motorola Gives Them What They 
Want. 

How Pepsi Keeps its Sales Sparkle. 
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Textron is on Respectable Street. 
And Now, the Worst. 

The Computer in Sales & Marketing: 
How Raytheon Plugs in its Sales 
Force, Dec. 3, p.62. 


SALES MANAGEMENT 


PCs and Marketers Forge a Productive 
Alliance. Feb. 6 p.35. 

For Computers with Nothing to Compute. 
March 12, p.12. 

The View of a Downside-Up Manager. 
March 12, p.66. 

Nick’s Tricks: DiBari On Selling and 
Sales Management. Apr. 2, p.44 

Time to Upgrade Your Sales Effort— 
Fast. Apr. 2, p.144. 

The Team Spirit at BMC Industries. July 
2, p.28. 

Marketing vs. Sales? Is There Really a 
Difference? Sept. 10, p.5S1. 

Missing the Window Can Be Fatal. Oct. 
10, p.19. 


SALES MEETINGS 


Step-by-Step Sequence in Preparing a 
Sales Meeting Budget. Feb. 20, p.74. 

Sales Meeting Costs in 30 Major Markets. 
Feb. 20, p.76 

Conference Centers: Learning Away from 
It All. Feb. 20, p. 92. 

Selected Resort Hotels: Combining 
Learning with Luxury. Feb. 20, p.96. 

How to Turn Your Next Sales Meeting 
into a Medium for Effective Training. 
March 12, p.123. 

What Meeting Planners Want. May 14, 


p.32. 

Don’t Overlook the Meeting Environ- 
ment. May 14, p.112. 

Getting Down to Business. SS July 2, 


Four Big Days with Winning Ways. 

How Toyota Revs Up Its Dealers. 

Master Lock Risks a National Meet- 
ing. 

Communicating with a Flip of the 
Chart. 

Just the Right Climate for Fred’s. 
Modular Planning to the Rescue: A 
Cure for the Last-Minute Crunch. 
Trips Pay Off for Pansonic and Apple. 
Sound Systems: Check Things Out Be- 

fore the Meeting. 
HSMAI’s Multicultural Meeting. Aug. 
13, p.28. 
How Safe is Your Sales Meeting? Sept. 
10, p.166. 
Meetings with a Flair. SS Nov. 12, p.79. 
More Dollars to Do the Job. 
CIBA-GEIGY gets to the Heart of the 
Matter. 

The Misunderstood Meeting Place. 

Rules for a Productive Meeting are 
Simplicity Itself. 

Coca-Cola Stages a Hit. 

Arrange the Room to Suit Your Pur- 
pose. 





How We Built a Meeting Around a 
Theme: The MEM Challenge. 


SALES PROMOTION 
See also INCENTIVES 
or MOTIVATION 


How to Create Tempting Sales Promo- 
tions. March 12, p.41. 

Point-of-Purchase: Selling’s Front Line. 
March 12, p.43. 

Pumping Up for the Great California Gas- 
oline War. Apr. 2, P.51. 

Paperboard Tries a Comeback in the Milk 
Market. Apr. 2, p.55. 

Val-Pak’s Plus is ESP. July 2, p.21. 

The Patriotic Sell. July 2, p.39. 

The Secret of it All is in the Planning. 
July 2, p.125. 

Sales Aids: Jovan’s Kits Tell its Story. 
Aug. 13, p.28. 

The Big Draw at Westin Hotels in Texas. 
Sept. 10, p.40. 

The Beauty of Coupons. Nov. 12, p.29. 

Using Promotions to Build Mailing Lists. 
Nov. 12, p.149. 


SALES STRATEGIES 


Price is the Key to Keeping New Products 
from Maturing Before Their Time. Jan 
16, p.94. 

Sure Salespeople are Motivated by Mon- 
ey, But Whose Should it Be? March 
12, p.128. 

Surprise! You Just Lost the Account May 
14, p.117. 

To Win Big, Try Seling by Not Selling. 
June 4, p.108. 

Fifteen Minutes with the Man Upstairs. 
July 2, p.128. 

It’s Not Over ‘Til the Bottom Line Sings. 
Aug. 13, p.104. 

Making the Best of a Good Thing. Sept. 
10, p.174. 

Piggybacking Conrail’s Sales. Oct. 10. 
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Kodak Tries Computer Stores. Nov. 12, 


p.18. 

Sales Tools: Call Reports That Tell It All. 
Nov. 12, p.50. 

Don’t Overcome Objections, Provoke 
Them. Nov. 12, p.153. 


SALES SUPPORT 

How Compensation for Sales Support 
Personnel is Growing. Feb. 20, P. 63. 
Banking on Salespeople. March 12, 
p.20. 

A Milestone for the Electronic Sales 
Force. June 4, p.98. 

Alert Your Sales Force to Co-op’s Clout. 
June 4, p.102. 


SALES TRAINING 
See also HIRING & TRAINING 


Average Cost of Sales Training Per Sales- 
person. Feb. 20, p.72. 








Sites Most Frequently Used for Sales 
Training. Feb. 20, p.72. 

Length of Tranining Period for New 
Salespeople. Feb. 20, p.73. 

How to Turn Your Next Sales Meeting 
Into a Medium for Effective Training. 
March 12, p.123. 

Retraining GTC in a Brave New World. 
Apr. 2, p.32. 

After 106 years . . . June 4, p.26. 

A Stickler for Product Knowledge. July 
2, p.30 

Students Get a Foot in the Door. Aug. 13, 
p.64. 

They Manage to Train, Too. Aug. 13, 
p.70. 

Richardson’s ‘Digestible’ program. 
Sept. 10, p.28. 

Programming the Mind for Selling. Sept. 
10, p.66. 

Sales are Made Under the Counter. Nov. 
12, p.19 

Milton Bradley Makes Selling a Com- 
puter Game. Nov. 12, p.46 

Romano Gives Training its Best Shot. 
Nov. 12, p.54. 

Priming the Sales Force to Deal with 
Dealers: Rules for a Productive Meet- 
ing are Simplicity Itself. Nov. 12, 
p.114 


SALESPEOPLE & SALESMANSHIP 
What Made Supersalesman Nick DiBari 
Call It Quits? Apr. 2, p.43. 
Prime Tries ‘Virginal’ Hires. May 14, 
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Salespeople’s Huckster Image Won’t Go 
Away. May 14, p.34. 
Let’s Not Shake on It. May 14, p.47. 
Honeywell's Computer Makes Managers 
Out of Salespeople. May 14, p.59. 
Women in Sales: Less Fem-Lib. June 4, 
p.26. 

Saleswomen Speak Out. June 4, p.76. 

The ‘Short Reach’ of Salespeople. July 2, 
p.24 

Salespeople Who Never Were. July 2, 
p.29 

Broadway Revives the Myth of the Sales- 
man. Aug. 13, p.55. 

What Makes a Supersalesperson? Aug. 
13, p.86. 

Salespeople Don’t Change Light Bulbs. 
Sept. 10, p.24 

Apple-Polishing the Dealer. Sept. 10, 
p.47. 


STATISTICS 
See also DEMOGRAPHICS IN ACTION 
Southwest Misses the Upbeat. Feb. 6, 
at. 
Washington: More Sales Data—and More 
Often. Nov. 12, p.22. 





STRAIGHT TALK 


Marketing vs. Sales! Is there Really a 
Difference? Sept. 10, p.51. 
Compensation vs. Motivation. Oct. 8, 


p.48. 

Closing the Job Interview. Nov. 12, p.63. 

Your Business Success Can Be Planned. 
Dec. 3, p.53. 


SURVEYS 


S&MM’s 1984 Survey of Selling Costs. 
Feb. 20. 

S&MM’s 1984 Survey of U.S. Industrial 
& Commerical Buying Power. Apr. 23. 

S&MM’s 1984 Survey of Buying Pow- 
er—Part I. July 23. 

S&MM’s Annual Survey of Executive 
Compensation. Aug. 13, p.45. 

S&MM’s 1984 Survey of Buying Pow- 
er—Part li. Oct. 29. 

22nd Annual Survey of Newspaper Mar- 
kets. Oct. 29, p.97. 

22nd Annual Survey of TV Markets. Oct. 
29, p.152. 

S&MM’s Exclusive Survey: America’s 
Best—and Worst—Sales Forces. Dec. 
3, p.19. 


TECHNOLOGY 


A Travel Agent for Letter Writers. Feb. 
6, p.12. 

Sales For the Times. Feb. 6, p.18. 

Up from Low Tech. Feb. 6, p.24. 


TELEMARKETING 


Selling the Telephone by Telephone. May 
14, p.23. 
Rolm and IBM Go ‘A Calling.’ May 14, 
p.31. 
Telemarketing Makes the Connection. SR 
June 4, p.33. 
Suddenly, Marketers are Calling Up 
America. 
Telemarketing Scripts: Take it From 
the Top. 
Reaching Out with Telephone and 
Mail. 
MCI Mixes Computers and Motiva- 
tion. 
Wright Line’s Good Shows are Better 
with Telemarketing. 
Foreign Markets are a Local Phone Call 
Away 
Telemarketing: The Cost Factor. 
Confessions of a Telemarketer. 
Picture this Presentation. 
How to Get Set for Your First Headset. 
Telemarketing Bibliography. 


TELEVISION 
Secrets for Sale. Feb. 6, p.13. 





A Shot of Seltzer Down the Pants. Feb. 6, 
P.13. 

Let’s Tuck Some of it Back In. Apr. 2, 
p.74. 

WWBT-TV Richmond Fine-Tunes its 
Sell. March 12, p.111. 

TV Gives Impact to Vendor Support 
Plans. Oct. 8, p.112. 


TEST MARKETING 


Test Marketing: For More Marketers, 

No New Product Without its Test. 

SS March 12, p.81. 

The Urge to Test Market 

Beer Drinkers Put Coors to the Test. 

The Nation’s Favorite, Recommended, 
and Newest Test Markets. 

Roanoke Holds a 25% - Off Sale. 

WWBT-TYV, Richmond, Fine-Tunes 
its Sell. 


TRADE SHOWS 


World’s Fair Keeps Its Head Above Wa- 
cer. Feb. 6, p.21. 
Trade Shows: Getting Down to Business. 
SS Feb. 6, p.51. 
Exhibitors Get a Hand From Show 
Managers. 
Sierra’s Trade Show Strategy is Hot 
Stuff. 
Hunt Chemical Changes its Trade 
Show Formula. 
Light is Right for Dictaphone’s Re- 
gional Exhibits. 
Regional Shows Measure Up. Aug. 13, 
p.28. 
Salespeople Don’t Change Light Bulbs. 
Sept. 10, p.24. 
The Missing Retailers. Nov. 12, p.22. 


TRAINING 
See SALES TRAINING or 
HIRING & TRAINING 


TRANSPORTATION 
See AUTOMOBILES 


TRAVEL 


Conference Centers (Costs & Facilities) 
Feb. 20, P.92. 

Selected Resort Hotels (Costs & Facili- 
ties) Feb. 20, p.96. 

Selected Airport Hotels. Feb. 20, p.104. 

Selected Incentive Travel Destinations. 
Feb. 20, p.112. 

Take the Risk Out of Incentive Travel. 
April 2, p.98. 

Travel & Entertainment: Better Be Scru- 
pulous. Aug 13, p.28. 

The Misunderstood Meeting Place. Nov. 
12, p.101. 
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